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A Profession, Not a Business 
AP R O F E S S I O N puts service above all else. The professional man does not 
blatantly advertise his accomplishments; 
neither does he urge his services unduly on 
those who may have need of them. 
The relation between accountant and 
client is like that which exists between 
physician and patient. It is a confidential 
one. It grows out of a desire on the part 
of clients for highly skilled personal services. 
The thought of a physician going about 
from house to house soliciting practice is 
exceedingly offensive. Imagine a physician 
calling at the front door to inquire i f there 
is anyone in the house with an organic 
disease requiring treatment. Imagine his 
inquiring as to the attending physician and 
what are his fees. Think of his offering to 
take the case at a lower figure. 
The analogy unfortunately is too often 
found in the field of accountancy. There 
are those engaged in professional account-
ing work who have no conception of the 
ideals of a profession. They go deliberately 
about the work of taking engagements 
away from other accountants. They can-
vass the list of those who might need the 
services of professional accountants. They 
find out who, i f any, are the accountants 
retained. They inquire as to the fees. 
They brazenly offer to render the service 
for less. 
The client, or the potential client, not 
always grasping as clearly as he might the 
philosophy underlying the accountancy 
profession, is sometimes interested and 
afterwards attracted by the thought of 
saving money. He does not stop to con-
sider the unprofessional tactics of the 
solicitor. He overlooks the possibility of a 
difference in the quality of the service. He 
does not realize that the first price is only 
a scheme for obtaining the engagement 
and that later the fee will be advanced. 
He possibly does not know that accountants 
with high ideals regard their work as 
taking the form of professional practice 
and not as a business. 
There is only one thing to do. when some 
unprofessional contemporary takes away 
an engagement. There is only one re-
course when those who style themselves 
professional accountants go from office to 
office hawking their wares. The consola-
tion is to be found in harder work and 
better service; service of the kind which 
is so much better than any one else in the 
same field renders, that those who have 
need of such service will get in the way of 
one another in seeking it. 
The professional man is expected to 
make himself known. The establishment 
of acquaintance which comes through 
getting about and mixing in the business 
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and social world is eminently proper. The 
achievement of that psychological status 
which grows out of frequent and intimate 
meeting with men of affairs is nothing upon 
which to frown. Dignified, genteel, and 
diplomatic contact with prospective or 
potential clients may not be regarded as 
unethical. But the professional man may 
not become a canvasser. He may not 
blow his horn as does the peddler. When 
he reaches the stage wherein satisfaction 
in the performance of work well done 
means more to him than financial reward, 
he will have attained the coveted realm. 
Such is the concept which distinguishes a 
profession from a business. 
